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DEWEY ano ALMY CHEMICAL COMPANY 
CAMBRIDGE CHICAGO 
MONTREAL 
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THE NEW 
PENS SO SEMEELE a 


YOUTEE ASI 


CRADLE HEEL TRED SHOES foot-health 
story is powerful in appeal because 
it is amazingly simple and easy to un 
derstand. For the first time here is a 
YOUR HEEL FITS IN shoe that is made “true-to-foot-form 
CRADLE HEEL TRED molded to your foot over a last that 
SHOES LIKE A BALL 
IN THE PALM OF 
YOUR HAND 


is shaped like your heel with an in 
nersole that “cups” and “locks” your heel 
in place... that definitely prevents your 
foot from slipping forward. For the 
first time...a shoe with a self-support- 
ing construction principle no other shoe 
has. For the first time...a shoe that is 
the “right” shoe for the foot...and yet is 
light in construction and smartly styled 


BY ACTUAL TEST UP 
TO 85% OF YOUR 
WEIGHT BEARS 
DOWN ON THE HEELS 


CRADLE HEEL, /4iinos 


MANUFACTURED BY 


CRADLE REST SHOE CO. 





1900 WASHINGTON AVE SsT tours MO 


DIVISION OF RICE~O NEILL SHOE COMPANY 
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GIRL SCOUT 


NONE 
GENUINE WITHOUT 


New Leader Seal 
Volunteers for Victory— 
Girl Scouts 


THIS 
TRADE MARK 


New military style 


13, heel 


Official 


Girl Scout 
Sponsorship 


Almost overnight, a fine, steady market has opened up 
for the sturdy, comfortable, quality service shoe. The 
Official Girl Scout retailer is in a unique position to sell 
this market—and completely! . .. With a famous name 
that carries “Official” weight and prestige—with an 
established line of 8/8 heel utility types. And now, 
with the Molly Pitcher—the new military style oxford 
on a 13/8 heel—for that sizable group of customers who 
want a “work” shoe on a slightly raised heel! 


It’s for Girl Scouts, Scout leaders, nurses, Red Cross 
Workers—any woman engaged in war work or home 
duties. It’s a quality shoe with the selling plus of “Official” 


THE MOLLY PITCHER 
Available in three colors, Military 
brown, black and white—newest style 
in the Official Girl Scout line. With 
plain toe, Officer’s Boot Quarter. 
Sizes 34 to 10, AAAA to C. At $3.60. 


To retail at $6.00 


Slightly higher Denver West 


sponsorship. It’s priced right! It’s backed by strong na- 
tional advertising in May Mademoiselle—and American 
Girl. This is further evidence of the growing importance 
of the Official Girl Scout franchise. Write for details now. 


Made only by 
Curtis-StepHens-Emsry Co., Reading, Pa. 
Brown Suoe Company, St. Louis, Mo. 


A Scetl Shee’ ta Ta Gil Seok 
[ee 
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PLATFORM 


| LIGHTWEIGHT 


» WHEELED EXTENSION EDGE 


i 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


GAC SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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"BOY, COULD | WRITE AN AD 


ABOUT FELT SLIPPERS!” 


ou folks back home can’t appreciate 
how much the Army is doing to make 
us comfortable, but after ten hours in 
army brogans your dogs really whimper. 
And man, what a pleasure to slip into a 
pair of felt slippers and treat your feet 
to some real, home-style comfort! Be- 
lieve me, I wouldn’t trade my grand felt 
slippers for a corporal’s stripes.” 
Today, American families want to 
give these boys every possible comfort. 
No gift makes a bigger hit than a pair of 
snug, restful felt slippers. Always a pop- 





ular favorite at home, they’re doubly 
welcome away from home. They pro- 
vide a wealth of relaxation for tired, 
aching dogs, and their comfortable lux- 
ury is like a tonic. 

Service slippers are shown in regula- 
tion olive drab and chevron blue. Sug- 
gest them as ideal gifts for the boys in 
the Service. You'll not only gain a grate- 
ful customer, but you will share, indi- 
rectly, the thanks of a very appreciative 
soldier. Recommend the heaviest weight 
for greatest satisfaction and longest wear. 


Com 


MARK 


TRADE, 


General Offices: GLENVILLE, CONN. 
Sales Offices at New York —Chicago— Detroit — Boston — Philadelphia — Cleveland — St. Louis — San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, 
HEEL PADS, TONGUE LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, AND DOUBLER FELTS 
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Aristocrat 


of 
LACES 


A Shoe Lace That Outwears by 
Months Ordinary LACES. 


STAYS TIED and NEVER LOOKS 
SHABBY. . 


The lace in a Golf Shoe receives more 

hard usage than any other type of foot- 

STOCK NO. 768 wear. Every energetic twist is a strain 

Campus Lest. Brown Rugby Veel. Bootmaker and the o inary lace will not "take it.” 
a — eae erating oe Cordo-Hyde is built to resist strain, 
ae ee dampness and abuse. They complement 
most outstanding lines of Sport and Dress 

Stocked A to E dass. 


Available in popular colors — specify 
STONE-TARLOW them on your next order to the manufac- 
BROCKTON, MASS. turer—He will gladly supply them. 


O. A. MILLER TREEING MACHINE COMPANY BRANCH 
(UNITED SHOE MACHINERY CORPORATION) 
BROCKTON, MASSACHUSETTS 


Boot and Shoe Recorder 





REG. U.S. PAT. OFF 


a bd Ten Te “SMARTEST SHOES ON THE CHM. 


Eyelet Plug and Fox- 
ing, Oak Sole, Grain 
Insole, Rubber Heel. 


~~ Performance Value 


J» the last two years, thousands of American stores have taken 
in a new partner, the Johnsonian Man, symbol of America’s 
Outstanding Performance Value in Men’s Shoes, and he’s a 
partner in profits, indeed. American Men, too, have taken to 
him, his smart appearance and genial smile are typical of the 
clever styling and downright satisfaction of Johnsonian Shoes. 
Yes, business is good for Johnsonian dealers. They find sales 
are more easily made, and everyone with a profit. But, more 
than that, at last they have a measuring stick for, and know 
what their customer gets for his shoe dollar. Let Johnsonian 


Performance Value go to work for you today. 


JOHNSONIANS ARE Sanitized 


ENDICOTT - JOHNSON * NEW YORK CITY 


Johnsonian Division . ENDICOTT, NEW YORK °* ST. LOUIS, MISSOURI 











New Castle Division Allied Kid Company 


100 Gold Street, New York City 
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What better expression of 
Matched Pairs than shoes identical 
in toe structure — worn by identi- Se 
cal twins? 


CELASTIC Box Toes fortify chil- 
dren’s shoes, make them ready for 
the tumble and stumble of play 
time by fusing lining, box toe and 
doubler into a single structural 
unit. 


This durable CELASTIC unit has 
the ability to reproduce the design 
of the last, accurately and smoothly 
—to maintain toe shape through- 
out the life of the shoe and to 
insure wrinkle free and sag proof 
toe linings. Young America’s foot- 
wear, when fashioned with 
CELASTIC, has the comfort quali- 
ties that are kind to growing feet 
— sought after by wise, considerate 
parents. 


e 


TRADE MARK 


THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE shoe industry is fortunate as 
well as grateful for the fact that 
leather is a material made from 
skins of animals, infinitely variable 
in substance and area. It is not like 
wool or a “made” material. The 
government can commandeer the 
wool crop for 1943, but it is not 


likely to commandeer. the leather 


crop because government, at least, 
has a sense of proportion. Thirty- 
six million pairs of Army shoes, laid 
against five hundred million pairs 
of civilian shoes, give a percentage 
ratio obvious to any economist. 
We’ve had leather in shoes for so 
long a time that the public appre- 
ciation of it as a material is some- 


thing definite and dependable. We 





have seen “ersatz” materials, but 
they, too, are radically different 
from the established composition 
soles and materials (other than 
leather) in common use in the foot- 
wear field. Whatever is “ersatz” 
today is a residue of stuff that is 
not requisitioned for Army and 
Navy use and there’s mighty little 
of that. 

There’s a parallel in the jewelry 
field. The jeweler is not worried 
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about gold as a base for his manu- 
facture. What he is worried about 
is a supply of alloys that he needs 
and the shortages already have put 
a crimp in jewelry production. 
We, in turn, are not worried about 
the general supply of leather. It’s 
the things needed in the tanning 
and making that complicate the pic- 
ture. Nevertheless, this is a very 
interesting comment from Washing- 


Wore RY 
‘Tie Ss ae 


ton, particularly in view of the fact 
that kid, as a material, has been a 
steady and perhaps surplus material 
up to the date of Pearl Harbor. 
There are great stocks of kid leather 
within the land, but it is the future 
shortage position that bears atten- 
tion. 

R. R. Guthrie, chief of the textile, 
clothing and leather goods branch 
of the War Production Board, 
says: 

“The opening of hostilities had 
double - barreled repercussions for 
the leather industry. At one stroke 
it increased the requirements for 
military use and multiplied the haz- 
ards of importation. Without con- 
sidering sheepskins, in terms of 
square feet about 50 per cent of 











our hide and skin requirements 
must be imported, according to pre- 
war estimates. If future shipping 
interruptions cut this by a third— 
and we must be prepared for such 
eventualities—we will be without 17 
per cent of our required supply. 
Moreover, by 1943, with an army 
of 5,500,000 men, military and es- 
sential industrial needs will have 
drained away another 20 per cent 
from the total, leaving only 63 per 
cent for civilian needs, which in 
normal times would use the entire 
quantity. You can therefore see 
how very important it is to plan 


ahead.” 


MANY shoe men were able to make 
friends, at the National Shoe Fair, 
with a very important man on the 
Washington scene—the long, lanky, 
youthful Princeton economics in- 
structor, Dr. Kenneth Galbraith. He 
is Leon Henderson’s price control 
chief and some 200 employees aid 
him in his work. He has made a 
study of Canada’s all-out ceiling on 
prices—something that many of us 
have feared would be the follow-up 
of our price control law. He doesn’t 
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think that all-over idea would work 
in the United States, for it might 
require an. enormous administrative 
organization of 75,000 to 100,000 
employees. 

You know, there is such a thing 
as getting too much regulation and 
too little useful action—even in war- 
time. What useful purpose can be 
served by controlling the price of 
button hooks? And Dr. Galbraith 
is enough of a common sense econo- 
mist to know that if you freeze all 
prices at retail and let wholesale 
prices go their way, that retailing 
would be caught in the wringer— 
particularly if wages are “deuces 
wild.” 

We were indeed fortunate, as an 
industry, to get a part of his practi- 
cal thinking at the start of the year, 
in Chicago. He has consistently 
held to that line of thought ever 
since. 





FRANK M. MAYFIELD, president 
of the National Retail Dry Goods 
Association and president of 
Scruggs-Vandervoort-Barney, Inc., 
St. Louis, Mo., says: 

“Let it be clearly understood, at 
the outset, that retailers are ready 
to make any sacrifice necessary to 
win this War. We make no plea for 
business as usual. Only one out- 
come of the work can be considered 
—complete and absolute victory. 
We are ready to sacrifice our lives 
and our business to that end. 

“The tax burden of this country, 
under our present revenue laws, is 
probably the highest in the world. 
The U. S. Chamber of Commerce 
estimates that total tax collections 
in this ceuntry, under our present 
law, are 25 per cent of nation in- 
come against a corresponding fig- 
ure of 22 per cent in Great Britain 
and in Canada of 23.per cent. 

“In spite of that we want the fig- 
ure raised and as much of this war 
bill paid out of income as possible, 
although it adversely affects both 
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SCRAP FOR THE SCRAP 


—Washington Review tells us 
that a program to empty the 
country's “auto graveyards” of 
between four and five million old 
cars has been announced by the 
Bureau of Industrial Conserva- 
tion. 

—No doubt a huge amount of 
usable and needed materia! can 
be "extracted" from this moun- 
tain of junk. 

—How about emptying the coun- 
try's "shoe graveyards"—closets 
and attics and musty stockrooms 
—of probably several million 
pairs of old-style or discarded 
shoes? 

—Out of this mass there might be 
salvaged great quantities of 
scrap material that might find 
an important niche in the No- 
tional Defense Program. 

—lIt's something to think about, 


anyway. 


ae 
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our profits and the sales which pro- 
duce those profits.” 


* * . 


On the Job in ‘42 


Shoeman Johnson says, “The year 
Just ahead looks dull and drear, 
Shipments slow and taxes high, 
Many items hard to buy, 
Customers a trifle grave, 

All of them inclined to save, 
Demands increasing day by day, 
More, and more, and more to pay, 
Salesmen leaving for the war— 
Say, it’s tough to run a store! 
Not much chance to earn a sou 
In this year of forty-two!” 


“Johnson, listen,” then I shout, 

“Cut that wailing business out! 

You and I must do our best, 

You and I will meet the test! 

New problems face us, that is true, 

Challenges to me and you, 

But our chins are in the air, 

You and I can do and dare! 

We will follow Uncle Sam 

Faithfully as Mary’s lamb, 

Working longer, planning more, 

Selling shoes and winning war!” 
—J. Edw. Tufft. 


THE Retailers’ Advisory *Commit- 
tee in Washington, D. C., says: 

“Merchants have been alarmed 
by talk about price ceilings at the 
retail level. Some such ceilings 
have been set. When goods become 
so scarce that competition fails to . 
prevent unreasonable prices on a 
given commodity, a ceiling may be 
expected. That is the purpose of 
the law. 

“Barring a major catastrophe. 
there is little reason to worry about 
a sudden imposition of a price or- 
der on all commodities at all levels. 
Mr. Henderson in his testimony be- 
fore the House and Senate Commit- 
tees on banking and currency said 
that he planned ne such action. He 
said that he believed the economy 
can be held in line merely by apply- 
ing ceilings at all levels on acutely 
short items. It is our belief that this 
is the active dominating philosophy 


of his operations.” 
* * * 





BEATRICE BIEBER, who operates 
that smart orthopedic shop of L. J. 
Bieber, on, the Grand Concourse 
near Fordham College, says: 

“A business like ours where rec- 
ords and standards are guides and 
symbols—where one could gauge‘ 
within a reasonable figure the sea- 
son’s purchases, sales and profits— 
is at a loss to knew whether or not 
to carry on as usual when the un- 
predictable is the rule. 

“To remain calm when panic pre- 
vails; to buy sensibly when mass 
psychology dictates a buying spree: 
to refrain from profiteering and live 
up to ideals upon which an honest 
business has been built when one 
feels the exhilaration of shortages. 
customer demands and easy prey— 
all this is trying and sometimes dis- 
couraging. 

“We need men of vision, to ex- 
press themselves in the Boot AaNnp 
SHoe Recorper; to lead us along 
the right paths and to encourage us 
to continue to believe in the funda- 
mental truths of American busi- 
ness.” 
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|F you want some sound thinking, 
without any hopped-up-hoopla, read 
the following few paragraphs by a 
retail store economist, upon whose 
judgment the conduct of a hundred 
million-dollar business rests. 

Q. F. Walker, economist for R. H. 


Macy & Co., Inc., New York City, 


says: 











“If the stream of purchasing pow- 
er in the United States is to be aug- 
mented by many billions in 1942. a 
rising dollar demand for consumer 
goods seems more or less inevitable. 

“It may be said that increased tax 
burdens and purchases of defense 
bonds will prevent such a result, but 
such comment overlooks the fact 
that our government will spend all 
that it collects from these sources 
and, in additien, will spend many 
more billions raised by other bor- 
rowing. 

“Most thinking on the effects of 
taxation ignores the fact that tax 
collections are promptly returned to 
the stream of purchasing power. 
High income taxation can impair 
the buying ability of higher income 
groups, but these tax receipts and 
borrowings will swell the purchas- 
ing power of lower income groups. 
Aggregate purchasing power is not 
reduced under such conditions. 

“Fiscal restraint of total con- 
sumption expenditure is not as sim- 
ple as it appears to be. We cannot 
now foresee economic controls or 
changes in the functioning of the 
monetary system that are likely to 
dam effectively the rising and swell- 
ing stream of purchasing power.” 

- * * 


NATHAN HACK of Detroit is on 
tour again. He travels, when he 
can, to visit merchants, study trends 
and shoe selling methods, etc. This 
time he started off for Wichita Falls, 
Texas, to visit his son, Capt. Morton 
Hack, who is on duty at that camp. 
Both Hacks have lived a life of 
shoes and now that the son is in the 
Army and the father is in the ser- 
vice of shoe fitting in the Stroh 
Building, Detroit, there is something 
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to the idex of getting together, even 
though it neans long and interest- 
ing traveling to do it. 

Nathan Hack had a curiosity, 
while on the road, to learn some 
facts about the origin of cowboy 
boots. He is still searching and up 
to now no one has given him a sat- 
isfactory reason as to their height, 
their decoration, their last and high 
heel. Why should the boot be in- 


digenous to America? 


* * 





S$. D. WARREN COMPANY, Bos- 
ton, Mass.—in a little pamphlet en- 
titled “These Things Can Be Fore- 
seen”—-says: 

“It is to be expected that the 
coming of the new products into the 
markets will impede efforts to re- 
store half-forgotten products to pub- 
lic favor. The habits of people are 
susceptible to change, but basic 
human instincts have changed little, 
if at all, since the early days of 
civilization. 

“On occasion, businesses have 
discounted the effect of this human 
characteristic, but to their own dis- 
advantage, for attractive products 
and prices cannot entirely compen- 
sate for impersonal dealings. Other 
businesses that have recognized and 
respected this human characteristic 
have proved the fact that the pub- 
lic’s interest in a business and its 
products is enhanced by friendly 
relationships. 

“It is not to be expected that 
human nature will change in the 
time that will intervene between now 
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#, Lady, while | take an aspirin?” 


and the period of readjustment. It 
can be foreseen that businesses that 
then possessed the confidence and 
friendly regard of the public will re- 
ceive a preference that will speed 
their rehabilitation. It is the nature 
of people to confer friendships slow- 
ly, to bestow confidence only when 
it appears to be merited, and to 
withdraw both promptly on evidence 
of neglect.” 
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JEROME D. MITCHELL of Zapa- 
teria Karl’s, Calexico, Calif., says: 
“In your issue of January 31, on 
page 22, in your caption beneath 
Tony Taylor of the ‘Old Mexico 
Shop’ of Santa Fe, you state it was 
Mr. Taylor who generally popular- 
ized Mexican sandals. You also 
state that the term ‘Huarache’ is 
Mr. Taylor’s original connotation. It 
may be so, that Tony made huar- 
aches popular, but the statement 
that he coined the word ‘huarache’ 
is una gran barbaridad. | was born 
in Mexico and I recall many a time 
when my Mom paddled me with her 
huarache and she called it a ‘huar- 
ache’ and I called it a ‘huarache’ 
and so did seventeen million Mexi- 
cans—and that was thirty years ago. 
Here on the Border, we've called 
them ‘huaraches’ long before Tony 
glorified the sandalias Mexicanas.” 


ff 
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OPA is going to swing the ax. The shoe industry can 
expect the imposition of wholesale prices in the very 
near future, with retail price fixing to follow shortly. 
Studies are being made and OPA is determined to check 
the rises reflected by the price increases recently an- 
nounced by several chain store outlets. 

An item published recently in the Recorper referring 
to a request by OPA that shoe manufacturers submit 
price lists was premature. Such a request has been made 
for makers of rubber soles and heels, and, of course, 
leather has been subject to price ceiling regulations 
since the first of the year. 

About two years ago, Harriet Elliot, at that time head 
of the OPA Consumer Division, called leading shoe 
manufacturers in and warned them not to raise prices 
unduly. Not satisfied, and, believing the industry 
doubted its determination, OPA followed with price 
schedules on hides and skins, and later on leather. 

Were it not a fact that a WPB spokesman confirmed 
the imminence of a wholesale ceiling over shoes, the 
trend exhibited would furnish ample evidence of what 
OPA expects to do. The same policy was followed in 
OPA’s dealing with the iron and steel jobbers because a 
few of them were raising prices, and the result was a 
ceiling over wholesale steel prices. 


( HEMICAL chrome for tanning will be sharply re- 
stricted soon by WPB. The upshot—it will take con- 
siderably longer to tan shoes with available vegetable 
tanning compounds. This will tend to form a bottle- 
neck for shoe production, and with domestic, military, 
and lend-lease demands what they are, the situation 
may become acute. 

According to the Department of Commerce, conser- 
vation practices are now being carried on in the industry 
with a single chrome bath being substituted for two, 
heretofore the usual practice. Chrome shavings are 
being used, with tanning extracts being reclaimed until 
thoroughly spent. Upper leathers are affected nearly 
100 per cent, and soles an estimated 50 per cent. 


MANUFACTURERS of rubber shoe products were 
requested by OPA on Feb. 7 not to increase their net 
prices on heels and soles, as a result of Treasury Deci- 
sion 5107. This decision, issued by. the Bureau of 
Internal Revenue, applies a 10 per cent tax on rubber 
products to such heels and soles. 

OPA said that it would not object, however, to spe- 
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LEARNING TO LAND ON THEIR FEET 


Picture on Opposite Page 


Student parachutists going through their qualifying jumps 
somewhere in New Jersey, under the supervision of Major 
Marion Dawson and the U. S$. Marine Corps Parachute 
Training Center. The parachutists go up in shifts. This 
group is waiting for the plane to return. 
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cific addition of the amount of the tax actually paid on 
any item, provided it is billed separately. 


“A RACE that binds 
Its body in chains and calls them Liberty, 
And calls each fresh link Progress.”—Robert Buchanan. 

That’s us. One of the blessings of liberality, the 
pampering of labor, strikes a sweet note with CIO's 
demand for double time for Sunday work. 

This country is at war, so industry must work every 
possible hour in the week. Soldiers are on duty seven 
days a week, and 24 hours a day—at $2] a month, with 
no time and a half for overtime. 


* . 7 
ON Feb. 10, Congressman Wright Patman, Democrat 
of Texas, in discussing soldiers’ pay, said: 
“I was talking to a young man this morning in the 
[TURN TO PAGE 32, PLEASE] 
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FABULOUS riches, breathtaking as any Arabian Nights 
tale, are a part of the tradition and history of Latin 
America. Today this wonderful continent to the south is 
offering another sort of wealth to the explorer from 
another country. In silverware, pottery, sculpture, 
architecture, as well as textiles, actual costumes and 
shoes, in the old even more than the modern, our de- 
signers and manufacturers can find ideas to copy or 
adapt for household furnishings, clothes, shoes and 
accessories. 
Two Kinds of Adaptations 

In using Latin American ideas as sources of fashion 
inspiration, we can do two things. We can copy, with 
some changes for North American tastes, the full-skirted 
dresses, the long, full-sleeved or short-sleeved, gaily em- 
broidered blouses, typical of different Latin American 
countries. We can copy and adapt the short bolero 


Colorful market scene in Guatemala. Note the striking 
patterns in the fabrics worn by the women and the high- 
crowned hats of the men. 


Reading clockwise, beginning lower left. Color- 
ful leather sandal from Mexico with adaptation 
of traditional design in vamp and back treat- 
ment. Attractive cut out vamp trimming with 
underlay in contrast color to saddle color of 
shoe. From Guatemala. Strands of wool make 
the upper of this in- 
teresting rope sole 
sandal from Ecua- 
dor. Extremely sim- 
ple and extremely 
smart is this all-over 
beige sandal in soft 
suede leather from 








\\ 
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Slowly at First, Now with Growing Momentum, Our Designers, Manufac- 


turers and Retailers Are Learning to Appreciate the Wealth of Fashion 

Inspiration for Clothes and Shoes Available in the 20 “Good Neighbor” 

Republics Lying to the South of Us. We Show Here Seven Native Shoes and 
One Colonial Stirrup from Latin America. 


jackets, the flower-bedecked turbans or wide-brimmed 
hats, the profuse use of jewelry, especially in silver. Or, 
we can pick up attractive details and use them as in- 


PHOTOGRAPHS BY 
JOHN REILLY 


SHOE SKETCHES BY 
ELLY NORDEN 


mother of the.square toe mode of today 
\} is this richly engraved silver stirrup from 
| the Colonial days of Peru, 150-200 years 
\ ago. Modern Peruvian Indian barefoot 
\\ sandal suggesting the Grecian mode in 

S its ankle lacings of fabric. A 
peg between the first two toes 
helps to hold it on. In Colonial 
days the sole might have been 
of gold or silver, instead of 
leather.. From Cuzco, Peru. 










Another Peruvian Indian in- 
laid leather sandal .. . very 
attractive . . . from around 
Lima and Cuzco. Gaucho boot v / 
from the Argentine made of the 
hide stripped from a calf’s leg, 
the original way of making this 
boot by the Argentinian cow- 
boys of the pampas. Stirrup, 
two sandals and boot sketched ' 
from the Latin American Col- / # 
lection of the Grace Line. | 


Reading from top to bottom. Grand- 


BY ELEANOR RUTLEDGE 


spiration for designs for prints, as trimmings and de- 
tailings. We can do, in other words, what we have 
already done with many European peasant styles. There 
are many ideas in Latin American “native”—mixture 
of Spanish and Indian—clothes which are, of course, 
very similar to European peasant styles. Don’t ever for- 
get, by the bye, that cosmopolitan Latin American 
women dress just like smart women in any other part 
of the world. The sources of fashion ideas we are talk- 
ing about have nothing to do with their clothes. 


Cottons and Cotton Colors 

The use of cotton and colors suited to cottons— 
bright clear reds, yellows, blues, pinks, greens and pur- 
ples—has already been started by our designers. Stripes, 
checks and plaids in cottons are also going to be seen 
more and more often as the Summer season comes in. 
Even the current vogue for gabardine can be traced to 
Latin America. Tan and blue gabardine, we under- 
stand, is the traditional material of the Argentine 
gaucho’s costume. [TURN TO PAGE 32, PLEASE] 


Little market woman of Quetzaltenange, Guatemala. Her 

beautiful striped guipile (blouse) and long full skirt are 

an exact copy of a Guatemalan woman’s clothes. Mother 

and daughter, father and son fashions are not new in 
this country of ancient traditions. 



















































Seven Pairs of Little Shoes 


THis story may not concern selling, sales promotion or 
merchandising; its sole interest involves only seven pairs of 
children’s shoes. These shoes were the gift of Mrs. Aber- 
nathy, of Frederick & Nelson, Seattle, Wash., and part of a 
consignment of goods—blankets, medical supplies and 
clothes—forwarded to England by the English Speaking 
Union in America. They represent too, the part shoe retailers 
throughout the United States have played in cooperating in 
the “Barrels of Shoes” campaign carried on by Boot ANp 
SHoe Recorper since the start of the war, to help to uphold 
the morale of a war-battered people. 

Bombed and blitzed out of their homes, the parents of 
these children have lost much of their possessions. New 
shoes were a luxury they couldn’t afford, and so this thought- 
ful gift was a welcome one indeed. In each box of the shoes - 
was a note from Mrs. Abernathy reading: “God bless the 
little feet that wear these shoes.” 


Each pair of «hoes had a personal note from Mrs. Aber- 
nathy; “God bless the little feet that wear these shoes.” 


Left: Being nearly three, Pa- 
tricia Wright was very inter- 
ested in Mrs. Abernathy’s note 
that accompanied her pair of 
black patent and white shoes 


Right: Patricia’s very serious 
about trying on he shoes 
although she keeps a weather 
eye peeled on her neighbor 





Left: On a background of London raid 
debris, representative of their neighbor- 
hood, these seven children, ages one to 
three, recipients of Mrs. Abernathy’s 
gift, sit down to try on their new shoes. 


Above: Rov Keeble, far right, took a decided interest in Pat's 
progress with her new socks while Kenneth Aggas, in the striped 
shirt, wonders when his shoes are coming up. 








Above: Pat sits herself down and gets off a thank- 
you note to Mrs. Abernathy. » - x: 
| | BS | 
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Above: Ken just can’t work those button straps 
on his new shoes, or maybe. he is jealous of Pat's 
black and white combination. 


Lejt: “Well, might as well make the best of it,” 
thinks Ken and settles himself down to getting 
those new shoes on. 


NASHVILLE FIRM 
RESUMES 


P. E. BROWN 


Manager of the Bell Booteries 
Store 


F ROM 1921 to 1933 Bell’s Booteries, located at 504 
Church Street, Nashville, Tenn., led the city in the sale 
of women’s, misses’ and children’s shoes. This location 
adjoined that of Cain-Sloan department store, and in 
1933 the two buildings were remodeled into one, and 
the former independent shoe store became a leased de- 
partment of Cain-Sloan’s. Under the management of 
L. H. Brown, the department attracted nation-wide at- 
tention, reaching a sales volume of about $300,000 
annually. On the death of L. H. Brown in 1939, P. E. 
Brown (no relation), former assistant manager asso- 
ciated with the store from its establishment in 1921, be- 
came manager and continued to operate the store suc- 
cessfully. 

Cain-Sloan Co., early in 1941, decided to operate its 
own shoe department; this meant that John P. Bell and 
Rhue R. Roberts, owners of Bell’s Booteries, must re- 
sume their former independent operation, and on Jan. 5 
they opened in a new location at 703 Church Street in 
a modern store with fluorescent lighting, “shadow box” 
displays, all-glass door and deep front display windows. 

In a four-page section in the local newspapers, Mr. 
Bell invited the shoe buying public to continue to do 
business with “an old friend in a new location.” A very 
active advertising contract with Radio Station WLAC 
broadcast a continuous barrage of “spot” announcements 
emphasizing this slogan and telling the public that man- 
agement, personnel, shoe lines and business policies 
remained the same, with only a change in location. 


BESIDES Rhue R. Roberts, junior partner and secre- 
tary and treasurer, who has been with Bell’s Booteries 
for 14 years, others of the personnel and their length 
of service are: P. E. Brown, sales manager and buyer, 
20 years; John Watters, assistant manager, 12 years; 
Charles Johnson, assistant manager, 10 years; Landon 
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A. Scarbrough, manager children’s department, 5 years; 
Mrs. Christine Fletcher, manager hosiery department, 
7 years; Miss Ruth Oglesby, manager bag department, 
1 year; Miss Mary Potter, bookkeeper, 9 years; and 
Miss Evelyn Roney, office secretary, 12 years. 

Employees and associates of John P. Bell credit him 
with being a “swell fellow” to work for, a fact which the 
length of service of the present personnel would indicate. 
There is a continuous “shifting” of shoe salesmen, at 
least in Nashville, and extended service is evidence of 
satisfactory employer-employee relations. 

Bell’s will continue to sell the same featured shoe lines 
for women, namely: Matrix, Rice-O’Neill, Valcraft, 
Rhythm Step, Collegebred, Fashion Plate, Pennant, 
Vitality, and Air Step; and for the children, Simplex, 
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INDEPENDENT 
STATUS 


JOHN P. BELL 
President of Bell Booteries 





AFTER OPERATING FOR NINE YEARS 
AS A LEASED DEPARTMENT, BELL'S 
BOOTERIES OPEN FINE NEW STORE 
FEATURING THE SAME LINES 


Vitapoise, Gerberich- Payne, and others. Mrs. Frances 
Johnston, with ten years’ experience in store advertis- 
ing and publicity, will be fashion and publicity director 
of the new store. All publicity and advertising for the 
store opening was her work. 





New Bell store has a most attrac- 

tive interior, with comfortable 

chairs, palms and modern salon 

design, merchandise being hidden 
from view. 


Shadow ~..box. displays facilitate 
selection and make selling easier 
for Bell salespeople. Photo at 
right shows children’s department. 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Every Ounce of Energy—NOW 


WHERE do we stand, as Americans and business men? 

We stand in the place of peril. And what can we, as 
individuals do, here and now? First—let’s get down to a 
firm foundation for our thinking. 

Money isn’t going to win this war and we are leaning 
too heavily upon it. Congress votes 26 billion more and 
we cheer “Victory is won.” 

WORK is going to win this war—and we are doing 
too little of it. Sure, we’re hiring men to make munitions 
and drafting men to fight the global wars; but as a 
people we are complacent—for most of us want things 
to run along and for the war to be something external 
to our living. Well, we are not going to win that way 
and we are perilously close to getting the worst beating 
of our lives. And that’s utterly unthinkable! Meanwhile 
bungling, bungling and bluffing ourselves! 

When are we going to learn that work—PLUS WORK 
—is needed of every man and woman in America? 

In Germany, Japan, Italy and Russia, work is the first 
order of the day. When a man has done his allotted stint 
to cover his living needs, he puts in additional hours 
for his country. Desperately poor by comparison with 
our standards, these human beings have created tre- 
mendous fighting power. When the French had an 
eight-hour day, the Germans worked twelve hours. It 
wasn’t particularly for pay. Ours not to inquire par- 
ticularly as to motives but to face the harsh reality that 
tremendous works DONE produced fighting forces that 
challenged the entire democratic world. One man’s face 
gets slapped and Ford war work was tied up the equiva- 
lent of 65,000 man hours—can you beat it? 


WHAT is war work? It is something greater than peace 
work or wage work or union hours. It is something deep 
in the muscles of national strength and must be done 
by all of us. 

You may say, why put pressure upon shoes and shoe 
men, who, in particular, don’t make tools of war but 
are largely devoted to the making and vending of normal 
things worn in the peace of ordinary day living. The 
answer is brutally direct. 

‘All work is important! No ounce of energy, 
no pound of material is separated from the war! 
No hour can be wasted! If you are running a 
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shoe store—run it the allotted hours but WORK 
at it. Keep it as clean as a bayonet, as trim as a 
tank—-for shoes go into action . . . the action of 
human beings at work. Human workers need 
good shoes, properly fitted and it is more neces- 
sary today than ever before that they are right 
for the job and right for the use—whatever it 
may be. There is discipline needed in a store 
and in a factory—the discipline of responcibility. 
Half of the grievous errors that have been made 
so far, all the way from Pearl Harbor to the 
Normandie, have been the result of paralyzing 
incompetence that permits alibis and explana- 
tions. If there was a little more firing (and we 
mean in both senses—the shot and the job) we 
would be a war-disciplined nation. 


HAS it come to pass that we will work for a wage and 
a living but we won’t do anything PLUS unless we are 
paid for it? There must be many, many men who feel 
competent to make a living with six hours of work and 
physically fit te do six hours additional of some sort of | 
vital war work—/for free and for country. There are 
probably millions who feel like that—but how to harness 
this PLUS labor is something else again! They're doing 
it in England—and it isn’t all air warden work and 
swanking a prétty uniform. Its WORK, WORK, WORK 
because the light of day is fading fast. 

I don’t know how I can put it—but, if every 
man in every job would throw himself into it as 
he never did before, we'll get somewhere and 
fast! I’m terrified at the idea of strikes and de- 
lays because of money inducements. Some day 
someone will get up in high places and fell us all 
off—for we are not going to win unless we work 
and PLUS work. The man who cushions a chair, 
waiting for customers to serve, is doing nothing 
more than he did in days of peace. If he would 
throw himself into his job and do other things 
today—no matter how menial—he would be 
doing something. He would be changing the 


spirit of “business as usual” to “fight we all must.” 
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There’s never a dull moment 
in the store with a Pittco Front 


— activity zooms when you 
remodel with a modern Pittco 
Front. Old customers renew their 
allegiance and new ones bring you 
their trade—attracted by the smart 
appearance of your Pittco Front. 
Strangers in your community choose 
your store as a matter of course—be- 
cause the shining Pittco Front tells 
them that your goods, your prices 
and your service will please. 

In small towns and cities all over 
the country merchants are finding 
Pittco Fronts the way to increased 


ITTCO STORE FRONTS 


PITTSBURGH PLATE 


‘virrssur6H’ sence fot Quality Glass and Print 


, 
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revenue, Fill out and mail the cou- 
pon below. You will receive, abso- 
lutely free, an illustrated booklet 
describing in detail some of the 
many Pittco Store Fronts which are 
proving good business-getters today. 

When you build, we recommend 
that you consult an architect to make 
sure of an economical, well-planned 
job. Our experts will cooperate with 
him gladly in working out a Pittco 
Front to suit your individual needs. 
If you wish, you can pay for Your 
Pittco Store Front on the Pittsburgh 


A BUSIER STORE RESULTS when 
you install a new Pittco 
Front. Wine Carrara Struc- 
tural Glass, Pittsburgh Pol- 
ished Plate Glass and Her- 
culite Glass Doors were 
among the Pittco Products 
used in building the ap- 
pealing Pittco Front for 
this shoe store in Buffalo, 
N. Y. Architect: Samuel 
Feingeisch. 


Time-Payment Plan—just 20% down 
and the balance in payments out of 
profits. A similar plan can usually 
be worked out satisfactorily with the 
cooperation of local banks. 





GLASS COMPANY 





Pittsburgh Plate Glass Company 
2221-2 Grant Building, Pittsburgh, Pa. 

Please send me, without obligation, your new, 
illustrated booklet, “Pittco Store Fronts and Their 
Influence on Retail Sales.” 











SHOES IN PICTURE FRAMES 


Three shadow box “pic- 


photograph. Actually, 

there are four in this 

wall and four more in 
the wall opposite. 


B. Forman and Company, of Rochester, N. Y., Recaptures the 
Spirit of the Old Masters by Making Use of Novel Shadow 


Box Displays 


FOOTWEAR in picture frames, displayed in the man- 
ner of masterpieces of artistry shown in art galleries! 
This is an innovatipri “at the new shoe department of 
the moderh store of te B. Forman Company, Rochester, 
N.-Y., which is one of the style centers of Western New 
York. 

Opening of this department early in the Winter 
was a memorable event in the style world, since many 
of the creations of famous shoe designers—advanced 
season’s showings displayed for the first time in any 
store—illustrated on this occasion the style trend in 
women’s footwear for next Spring. 

Thousands turned out fo see the interior of the new 
building of creamy white limestone and, since a four- 
column advertisement in local newspapers depicted 
Cupid holding a shoe and making the announcement, 
“You'll love being in our shoes,” the shoe department 
was the center of attention for the day. 

Located in the left center of the immense first floor, 
its two massive entrances are made inviting with four 
jewel boxes at the sides of each, which contain foot- 
wear of appealing beauty. 

Inside the department, where Henry A. Reich, its 
buyer and manager, with seven assistants received the 
visitors, the eight “picture frames”—actually shadow 
boxes encased with antique gold mirror frames—stand 
out strikingly with their jewel-like contents. 

But there are no shadows in this large salon, illumi- 
nated with inverted fluorescents in its high ceiling, with 
spots at intervals to make certain that the light is dif- 
fused evenly. The walls are finished in deep peach tones, 
with light woodwork. Large pillars are covered with 
mirrors and there are many chartreuse chairs, with 
peach and winestriped settees, and the soft flooring is in 
light grey. 
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Large 

Rochester newspapers introduced 

the new B. Forman shoe depart- 
ment to thousands of readers. 


The designing genius of Raymond Loewry created the 
environment deemed suitable for the new footwear, 
ranging all of the way from the super-high rocker-sole 

[TURN TO PAGE 40, PLEASE] 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


“Name Your Own Charity” 


“All during February, we will do- 
nate 10 per cent of whatever you 
spend at Lewis & Conger to the Char- 
ity you name at the time of your pur- 
chase. 

“Here is a simple and costless way 
for you and your friends to raise 
money for your favorite charity.” Pur- 
chase this month the merchandise that 
you'll be needing this Spring . . . “we 
write a check for 10 per cent of what 
all you spend, and send it as your 
donation to the organization you 
name, anywhere in the United States.” 

We quote the above from a recent 
newspaper ad of Lewis & Conger, 
a leading New York housewares 
store.” We think that this excellent 
idea could be applied to shoe stores 
as well. It would be a factor for in- 
creased business, develop good will in 
the community and contribute to the 
welfare of humanity. 

To make the offer all-inclusive, the 
ad ends with a clause including mail 
order customers. “Tell your friends 
the 10 per cent also applies to mail 
and telephone orders if they name 
your favorite charity.” 


* * 


The Natural Curiosity of 
Mankind 
An effective merchandising idea de- 
veloped by the findings department of 
the J. C. Penney store in Denver, 
Colorado, recently, consisted of a 
black cardboard box, ten inches 
square, placed next to the cash regis- 
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ter where all notions purchased were 
rung up. 

WHAT IS IT YOU ALWAYS 
NEED AND NEVER HAVE? was let- 
tered on the top of the box in large 
white letters. Below the lettering was 
a cloth loop, inviting the customer to 
lift the lid and peer beneath. When 


he looked, the curious customer found 





pt 


Low Down For Your 
Casual Resort Wardrobe! 


Left: Nel heads on 
vamp and wie lend « 
clever mote to this elas- 


Green and Blue $12.75 


, 
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“5 Months Ahead of the Nation” 


it to be filled with shoe laces of all 
types, white, brown, black and novelty 
types. 

Keeping a close watch on the box, 
the management reports that nine out 
of ten people paying for merchandise 
at the cash register lifted the lid. 
Many were humorously reminded of 
their need for shoe laces and bought 
a pair or two. This idea was kept 
active for several weeks, during which 
period the notions counter realized 


~ one of the best shoe lace sales volumes 


in its history. 
* * * 


In the Swing 


Following the trend to fewer de- 
liveries and deliveries of important 
and bulky items only, Volk Brothers 
of Dallas, Texas, recently announced 
in newspaper ads that: 

“Conforming with the recommenda- 
tions of the Office of Production Man- 
agement, there will be but 

ONE DELIVERY DAILY 

“We ask your indulgence and co- 
operation as this curtailment of ser- 
vice is necessitated by defense rubber 
requirements.” 

* 7 * 


For Best Results 


For the average size shoe store to 
get the best results from their news- 
paper advertising, we suggest the fol- 
lowing points to follow. These points 
are based on an analysis of many shoe 
store ads over a considerable period 
of time. 

1. Regular ads even if they are very 
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small are usually more effective than 
hit or miss large splurges. If you 
advertise on a regular schedule your 
regular customers will look for them 
regularly. 

2. Make your ads worthwhile. Have 
something to sell—a real value at the 
price. Make your ads interesting to 
read and see that they “invite” busi- 
ness. 

3. Experiment until you get a defi- 
nite style for your ads that is differ- 
ent from the “run of the book” and 
that draws business—thea stick to it. 
Individuality may be in a style of type 
or signature, a border treatment, dis- 
tinctive shoe drawings, etc. 

4. Use illustrations of the shoes and 
display the price prominently. 

5. Plan your ads as carefully as 
you plan the rest of your business. 
For some unknown reason, we have 
found that some shoe retailers plan 
out every item to the minutest detail 
when it comes to the operation of 
their store, but when it comes to an 
ad they just call up the paper, say 
they have so much to spend, have 
a few attractive shoe cuts, here are 
the prices, now see what you can do 
with it, expecting the ad writer to 
know as much about their business as 
they do. 

6. Remember advertising is just an- 
other form of salesmanship and 
should be considered as such. 


x x » 


“Tall . . . Towering—Again the 
exotic ‘Skyscraper Heel’” 
(Mandel’s, Los Angeles) 


ae: © 


There’s Plenty of Room to 
Walk—Out West! 


Manager Ray Nahra of the Modern 
Shoe Store in Idaho Falls, Utah, isn’t 
waiting for the necessities of the war 
to catch up with his customers in the 
community—he’s showing them the 
way. 

With cars, tires and tubes rationed, 
and fewer cars on the road every day, 
he’s tying up with defense and the 
idea that “It’s popular to walk”—in 
good shoes. 

For those who must ride, he fea- 
tured a display of unusual interest. 
His window presented three brand 
new saddles. The city’s single harness 
and saddle shop went out of business 
several years ago and “Maybe the 
farmers better begin raising saddle 
herses fast,” commented Mr. Nahra, 
hinting at the future. 

For those who are going to walk, 
the Modern Shoe Store featured a 
window display of the latest style 
shoes for walking comfort and an in- 
vitation to come in and buy a pair. 
Business is good with Mr. Nahra. 
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Reduction of Returns—a War 
Measure 


The success of any plan to reduce 
the number of shoes returned usually 
depends on the number of shoe stores 
that are behind the program in any 
one community. If one store accepts 
returns for practically any reason and 
refuses to cooperate with other stores 
in eutting down this abuse, it usually 
throws the whole plan out the window. 
But, in times like these, as a war 
measure, it is easier to get all the 
shoe stores in a community behind the 
movement. Public campaigns to im- 
press the people that they really pay 
for the cost of returns have been more 
or less successful. Good store policies 
and well-trained sales people are the 
most effective factors in the control 
of returned goods. 

Among those ways to control the 
return of goods from the standpoint 
of customer abuse are: 

1. A policy of no refunds of money. 

2. No return of worn articles al- 
lowed because of sanitary reasons. 

3. A time limit on the return of 
goods for credit. 

4. Refusal to send goods on credit. 

5. Making a charge for all returned 
pickups. 

* * + 
Team Work in the Department 
Store 


Here’s an idea being developed by 
the shoe buyer of one of our leading 
department stores to encourage inter- 
department promotion of merchandise. 

All the salespeople of the store are 
divided up into teams. That is a team 
will consist of a salesperson from the 
shoe department, the hat department, 
the clothing department. Each team 
is given a quota based on the total of 
their individual sales of the previous 
month. If the team beats the quota in 
any month, each share in a propor- 
tionate bonus. 


This team plan gives each salesman 
a monetary inducement to pass on a 
shoe customer to his friend in the 
clothing department or vice versa. And 
if there is money involved you can be 
sure that he doesn’t just suggest an 
article of wearing apparel—he accom- 
panies the customer and sees that he 
arrives safe:v in the hands of his team 


mate. 
* #* #«# 


Reminder 


Did you ever have a customer drop 
in and try on a pair of shoes and even 
though he liked the price, the style 
and the fit, hesitate about buying them 
and walk out of the store? Sure you 
have. 

Why not send this type of customer 
a follow-up note a week later. That is, 
if you can get the name and address. 
In the note the salesman might men- 
tion the style liked best, the price and 
the customer’s size. Also, put down 
the name and address of the store, 
the telephone number and the sales- 
man’s name with a suggestion that if 
the customer still wants the shoes, the 
store will be only too willing to send 


them out. 
+ * * 


Proven Collection Letter... 
No. I 


Dear 

In our letter of we called 
your attention to an amount of 
outstanding on our invoice of 4 

If the charge is not perfectly clear, 
we would appreciate if you will let 
us know at once, so that we may take 
the proper steps to correct any mis- 
understanding that may have arisen. 

If it is merely due to an oversight. 
however, it will not be at all neces- 
sary to write to us. We understand 
how easily such matters are over- 
looked and will appreciate your check 
at this time. 





aster -_ 5th this 
after.” 


March 21. Spring Begins. 





important Selling Days in March 


March represents the end of Winter selling and the beginning 
of Spring merchandising. It is also the be 

March 21st on the calendar) and the important month before 
ear). As one shoe retailer has said, “One 
Spring shoe sold in the weeks previous to Easter is worth two 


March 12-18. Girl Scout Anniversary Week. The perennial "girl 
in uniform" has added significance this year with 
her contribution to home defense. 

March 17. St. Patrick's Day. A great day in Boston and an 
occasion for colorful window display of the green 
and the shamrock. 


ginning of Spring 
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RECIPE 
For 
WEAK SISTERS 


SPEND half your time asking apprehensively how busi- 


ness is and just how soon it’s going to hell. 


Discount all the propaganda coming out of Germany 
and Japan, but believe everything that comes out of 


Washington or that you overhear in the men’s room. 


Don’t go to a movie or read a detective story. 


Worry about your tires on the way to work, your business in the morning, your 
digestion at lunch, your income tax in the afternoon, your family in the evening, 
and the war all the time. 


Stay awake at night and don’t count sheep because of the wool shortage. 


Every time you hear an airplane, imagine it’s an enemy bomber and get goose 
pimples. 


Look fishy-eyed every time anyone tells you he’s feeling fine and business is 
good. Make believe you don’t hear him. Anyway don’t believe him. 


Tell your wife the vacation’s off—that when vacation time rolls around you 
probably won’t be permitted to drive the car anyway. 


And not to spend any money she doesn’t have to until the war’s over. 


Cut your business budget to the bone and then scrape the bone, not forgetting 


to suck out the marrow. 


Don’t plan more than 60 days ahead—30 is still better—because after that you 
probably won’t be in business. 


Then when your customers cancel their orders you can at least be sympathetic 
and tell them you know exactly how they feel. 


And don’t bother to make your will—you won’t need one! 


Reprinted by permission of 
EasTMAN RESEARCH ORGANIZATION, 
330 West 42nd Street, 

New York, N. Y. . 
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““HERE’S A HINT on what our customers 
are looking for, right here in this survey!” 


















































* Questioned in nation-wide survey. Full details available on request. 


HERE ARE FACTS THAT WILL HELP 
YOU SELL 
Yes, an added feature in the shoes often provides 
just the right extra punch that makes the sale. 
Many retailers also know that “England Walton 
fibre-sorting for more even wear” is one of those 
extra money-making features. 





“WAIT A MINUTE... 
shoe manufacturers! E-W Fibre- 
Sorting saves a lot of time in 
the sole room, too! Sometimes 
as much as an hour a day!” 











YOU CAN BUILD FIBRE-SORTING 
INTO YOUR SELLING 


England Walton Fibre-Sorted Soles give you 
the advantages of 


... extra care in sorting by men with years of 
experience in this painstaking work. 


... extra cate in matching — more even wear, 
more even flexibility, arch-support and strength. 


... extra sales points easily used at the point of 
sale. 


England Walton Division A.C. Lawrence Leather Co. 
Boston, Camden, Peabody, New York, St. Louis, Columbus, 
Milwaukee, Los Angeles, San Francisco, Ashland, Ky., 
Newport, Tenn., Hazelwood, N. C. 








® ENGLAND WALTON /2z SOLES 


QUICKER TO SOLE. 


-. EASIER TO SELL 
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THIS WEEK IN 


e NATIONAL NEWS e 


Reservations Up for Central States Show 





Executive Committee Giving “Go-Ahead” on Plans for Show, 
May 17-20; Believe It Will Fill Economic Need 
Under Present Wartime Restrictions 


Cuicaco, ILt.—With total reserva- 
tions now already far ahead of the 
number received at this time a year 
ago, plans for the Central States Shoe 
Fair to be held May 17, 18, 19 and 20, 
are going ahead at a rapid pace, ac- 
cording to Carl E. Verburg, convention 
chairman. 

Mr. Verburg announces that al- 
though some regional shows are being 
cancelled, executive committee members 
of the Central States Shoe Fair have 
resolved to go ahead with their plans 
and to make it a service both to the 
trade and to the industry. The show 
which will be held at the Morrison 
Hotel is a cooperative effort on the 
part of shoe traveler and shoe retail 
organizations in this section of the 
country. 

Mr. Verburg stated that, “Since the 
Central States Shoe Fair is presented 
by both the shoe salesman en one hand 
and the shoe retailer on the other, we 
feel that we are in a position to repre- 
sent both points of view and that a 
show such as ours will be needed this 
Spring in order to help merchants plan 
their Fall buying as efficiently as pos- 
sible. In view of the curtailments on 
rubber and the economic necessity to 
cut down automobile trips it is an 
established fact that the traveling shoe 
salesman cannot make as many trips 
through his territory as he previously 
did. Yet at the same time the retail 
merchant needs just as many shoes and 
his need for careful selection is even 
more acute. He is urgently in need of 
some contact with his source of supply 
where he can receive accurate and re- 
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liable information. We believe we are 
prepared to do this at the Central 
States Shoe Fair and that while so 


CARL E. VERBURG 


doing we are taking nothing from the 
defense program. Showing of as many 
lines of shoes as is possible under one 
roof in one central location will cer- 
tainly help conserve time, money and 
rubber.” 

Members of the executive committee 
also point out that the organization is 
purchasing defense bonds which will be 
given as prizes at the convention. 

Participating in the event are shoe 
retailer and shoe traveler groups from 
Illinois, Michigan, Wisconsin and Min- 
nesota, as well as individual shoe 
travelers from states in this area. 


SATURDAYe 
FEBRUARY 21, 1942 ® 


H. A. Baker Named Vice- 
President of Wetherby-Kayser 


Los ANGELES, CALIF.—Harrison A. 
Baker has been made a member of the 
firm of Wetherby-Kayser Co. and will 
hold the positions of vice-president, 
secretary and will be general manager 
of the Wetherby-Kayser stores in Los 
Angeles and Pasadena. Frederick Kay- 
ser will continue as president of the 
concern and Wendell O. McCracken 
will continue in the office of treasurer 
as well as being shoe buyer. The mer- 
chandising policy of the stores will 
continue as heretofore. 

Mr. Baker comes to the Wetherby- 
Kayser organization with an excellent 
reputation made during the 26 years 
of his association with the Frank Wer- 
ner Co. retail shoe interests in San 
Francisco. He was a stockholder in 
the Werner organization since 1924 and 
buyer of women’s shoes for 19 years, 
up to the time of his resignation, which 
was in January, 1941. 


Volume Manufacturers 
To Show Fall Lines 


New YorK—About 400 volume shoe 
manufacturers will display their new 
Fall lines at the Hotel New Yorker 
May 10, 11, 12 and 13, according to 
Eugene A. Richardson, managing di- 
rector of the show. 

A feature of this showing will be 
displays of defense footwear, including 
Army shoes, officers’ boots, nurses’ and 
home defense footwear. Over 300 man- 
ufacturers have already reserved dis- 
play rooms and every indication points 
to the largest attendance of buyers and 
sellers of footwear New York or the 
East has ever had. 

Several English and South American 
concerns will have displays in an 
American Shoe Exposition for the first 
time. : 





FINEST 
FLEXIBLE 
TAN KIP 


FOR BABY'S FIRST STEP 


No part of a baby's shoe is more important than 
the sole on which he takes his first step. An 
unusual source of supply assures finest tan kip 
leather for soles in Mrs. Day's ideal Baby Shoes. 
Extremely flexible in length, firmly rigid in width, 
these shoes make for ease in foot flexing, while 


A new pattern in the Ideal 
department 


$441 In-Stoek 
Flexible hard sole walking shee 
White, smoke, tan elk 
Moceasin toe biucher 
Sizes 2-8—Last 44 average #441 
Last 66 wide #541 





Rich Mines of Style 
Inspiration 
[CONTINUED FROM PAGE 17] 


As to Shoes 


Latin American “native” shoes al- 
ready have had an influence on our shoe 
styles, especially our play and casual 
shoes. European peasant shoes had al- 
ready paved the way for the enormous 
popularity of low-heeled informal san- 
dals in light, bright colors in leathers 
and coarsely woven fabrics. Then came 
the huarache woven sandal from Mexico 
—still very popular in a number of play 
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maintaining constantly a flat tread inside, so that 
toes can spread naturally. Typical of Mrs. Day's 
Ideal Baby Shoe quality, they make a splendid 
fitting stool talking point for retailers. 





lines. For the past year, the rope sole 
shoe has been number one news in play 
types. It has even been made for street 
wear. Rope soles are also made in the 
Latin American countries, which is only 
natural since the original espadrilles 
come from the Pyrenees region between 
France and Spain. 


Colors and Fabrics 


Then there is the whole range of shoes 
influenced by the cowboy styles of our 
own country. The boots, the use of tool- 
ing and embossing for decoration, the 
square toe, the saddle: or natural color, 
all stem from cowboy influences in our 


own country and, by extension, to 
Latin America. With restrictions on 
dyes, natural and beige color in shoe 
leathers and fabrics is becoming more 
and more important. The coarsely 
woven fabrics—with a handwoven look 
—in bright color combinations, some- 
times in definitely Latin American de. 
signs, also show a strong influence. The 
designs in these fabrics point to an 
Indian origin. The handcraft look about 
all these fabrics and the shoes them- 
selves is strongly in our North Ameri- 
ean fashion trend. 


Use of Details 


The other way of using fashion 
sources of inspiration, already men- 
tioned, is to pick up details in designs— 
in fabrics, pottery, silver, etc.—and 
apply them to quite different kinds of 
clothes or household furnishings. The 
beautiful design in an old shawl pin, 
for instance, may be used for a piece 
of modern jewelry or it may equally 
well be used as the motif for a shoe 
ornament or the print in a shoe or dress 
fabric, even though the shoe or dress is 
entirely un-Latin American in sil- 
houette. 


Keep Promotion on High Level 


Besides the use of Latin America as a 
source of design inspiration, don’t for- 
get the enormous promotional possi- 
bilities in these richly varied and color- 
ful countries. Only, don’t, we beg you, 
cheapen their beautiful countries or 
their really beautiful things. There is 
a great difference between the dignity 
and reserve of the real Latin American 
culture and the cheapness which has 
crept into some of our methods of pro- 
moting Latin-American fashions and 
merchandise. 


Washington News Reel 


[CONTINUED FROM PAGE 13] 


service who drew $21 last month. He 
said that when they received their $21 
in cash for the month, they passed sev- 
eral tables which were called deduct 
tables. 

“The first deduct table was for $6.50 
insurance premium from him. The next 
deduct table was for $2, for picture 
shows, at 20 cents a show. Then the de- 
duct table for canteen bills, which was 
$8, and which included drinks, smokes, 
shoe-polishing materials, razor blades, 
towels, socks, gloves, handkerchiefs, 
toilet articles and things of that nature. 

“Then there was $3.50 for cleaning 
and pressing uniforms, and the laundry 
bill was $1.50, which left him 50 cents 
in debt, and he had not paid his barber 
bill.” 


* * * 


In other words, as a colored soldicr 
in one of the camps remarked: 

“We’s paid $21 a month, only we 
don’t git it. De ducks git it.” 
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Joyce Announces Two 
New Vice-Presidents 


PASADENA, CALIF.— Frank Baker, 
New York representative of Joyce, Inc., 
has been appointed vice-president in 
charge of the New York office, W. H. 
Joyce, Jr., announced this week. Mr. 


RALPH WALTON 


Baker has been associated with the 
firm since December, 1989. Previous to 
that time he headed the women’s shoe 
departments of the Broadway Holly- 
wood. 

Mr. Joyce also announced the crea- 
tion of a new executive position for 
Ralph Walton, representative of the 
company at the Columbus, Ohio, branch 
plant. The post, vice-president of 
Joyce (California) Inc., Columbus, 





Ohio, will entail many new responsibili- | 


ties in addition to Middle-Western sales 
and merchandising already under Mr. 
Walton’s jurisdiction. 

Mr. Walton has been with the firm 
since February, 1941, when he resigned 
as women’s shoe buyer of Lord & 
Taylor to join Joyce. Prior to his asso- 
ciation with the New York store, he 
was connected with Montgomery Ward 
and Marshall Field & Company in Chi- 
cago. He is a graduate of the Uni- 
versity of California and the Harvard 
School of Business Administration, 
class of '34. 


Patent Gets Spring Play 


CuHIcAGo, ILL.—Patent leather shoes 
have been receiving considerable cur- 
rent style attention and promotion in 
Chicago shoe departments. 

Outstanding among these was a pro- 
motion by Carson Pirie Scott & Co., re- 
ferring to patent as “Flashlight 
Patent,” urged for wear as a material 
“to light up off-duty clothes—to light 
others’ spirits as well as your own. 
Watch it illuminate navy, pastels. 
You'll want a shoe, a bag of patent, 
bright as a flash in the dark.” 

Patent leather pumps trimmed in 
faille were used in the promotion. 
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isplays 
MUST BE BETTER THIS YEAR 


§ ge will be fewer styles to choose from this season. Un- 
familiar materials must win acceptance. Wartime psychology 
must be figured in. So displays must be more effective. 

This means that experienced displaymen will make more exten- 
sive use of Fairy Forms for modeling shoes and hosiery, and neck- 
wear and brassieres as well. Fairy Forms, with their exclusive 
effects, do more than just show merchandise. They add a power- 
ful emotional appeal that makes whatever they display seem even 
more desirable. With Easter just ahead, now is the time to check 
your supply of Fairy Forms. You can’t have too many. 

And when you make up your list, remember—the Fairy Forms 
you purchase today are styled and built to render superlative sell- 
ing service not only this season but for many seasons after the 
present emergency has passed into history. 


Write today for Fairy Forms Price List No. 63 
listing New Prices effective April 1, 1942. 


SHOE FORM CO. Inc., Dept. BS-2, AUBURN, N.Y. 
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Honest Value 
In Boery Poir 


OBERTS-HART, INC. 
KEENE, N. H. 
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Bowling Shoes & Oxfords 


Se EE EL 


ASCcO 
; Wh BOWLING SHOES 
and OXFORDS 
up No. 734L Woes. Ox. 1.75 


No. 732X Men's Ox. 1.85 | 
Ne. 731X Men's Hi. 1.90 


15 Additional Styles 

in Stock. All reg. 

combination soles. 
SEND FOR 
CATALOG 


ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C. 
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Soles and Heels 


se er re ~~ er 


LITHOX CORD HEELS 
NON-SLIP 
Greatest value on market today. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U.S.A. 
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Children's Shoes 


Fe ie el 


The C. A. Haines 
Shoes for Children 


IN STOCK 


Flex-A-Proved Cushion 

construction, soft and 

smooth inside, scientif- 

ically igned; all 

leather. Write for Cata- £2104 
White Elk 


‘SUPERIOR SHOE CO., ‘Mfrs. 


508 S. Peoria St. Chicago 
alse carried in stock by 

American Shoe Co., . Fret & Bro. Co., 

119-121 E. Columbia St., 





251 W. Jefferson St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Les Angeles, Cal. 





On Florida Vacation 


DENVER, COLO.—Harry E. Fontius of 
the Fontius Shoe Co. turned his steps 
toward Florida at the close of the re- 
cent New York color conference and 
he plans to take a much needed rest. 
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What's New 


New Insole Developed 
To Meet Rubber Shortage 


New YorK—To meet the situation 
caused by the recent War Production 
Board order concerning rubber, under 
which latex is no longer available for 
use in the manufacture of insoles, 
Brown Company, manufacturer of 


CHARLES C. COWLEY 


Manager, Once Sales Division, 
Brown Company 


Onco, has released for sale a non-latex 
cellulose insole known as Onco “V” 
that has for some time been held in 
readiness for such a contingency, ac- 
cording to Charles C. Cowley, sales 
manager of Brown Company’s Onco 
Division. 

Mr. Cowley states that the develop- 
ment of this insole was first undertaken 
some 18 months ago and that it has 
been tested for production performance 
in various shoe factories by the com- 
pany’s Creative Shoemaking Division, 
after which thousands of shoes contain- 
ing the Onco “V” insole were thor- 
cughly wear-tested. 

The announcement by Mr. Cowley 
states that Onco “V” can be supplied in 
quantity at once, so shoe manufactur- 
ers now using Onco insoles need not 
be deprived of the merchandising ad- 
vantages of the Onco name, which has 
been well advertised to retail buyers 
and consumers. 


Spokane Retailers Hold 
Annual Banquet 


SPOKANE, WASH.—It was a gay 
night for the Spokane shoe world, Feb- 
ruary 7 when the Spokane Shoe Retail- 
ers’ association staged their annual 
banquet and party for the employers 
and employees of the shoe fraternity. 

B. J. Saad, president of the associa- 
tion, was an able toastmaster and he 
had two excellent assistants in James 
McKay and Charles Hill. Together 
they ran off the 17-act entertainment 
program in firie style. 

A little time was taken for business, 


however, with George Bitzer, president 
of the Portland retail group; Will 
Harbke, Portland convention chair- 
man; and Tom Bagwill, president of 
the Pacific Northwest Shoe Retailers 
group, taking the floor to tell the Spo- 
kane men about the coming northwest 
convention in Portland. 


Shoes Get Big Share 
Of “Splurge” Buying 

CHICAGO, ILL.—Shoes have had their 
share in the record retail buying 
splurge in Chicago which has been so 
very evident for the past month or so. 
Retailers throughout the area have 
made record breaking sales and are of 
the opinion that the heavy buying will 
continue for the rest of February. A 
good portion of the buying is evidently 
panic buying, although the public is 
not buying up shoes to have shoes, 
but is for the most part demanding 
new shoes. As a result, advance Spring 
merchandise is selling extremely well 
as is late Winter merchandise. Due to 
the heavy buying splurge many depart- 
ments are modifying their semi-annual 
sales policies and are offering only 
limited quantities of shoes at sale 
prices. 

Shoe sales for the most part are al- 
ready showing the two definite trends 
they were expected to take under war- 
time conditions, with heavy buying of 
walking and tailored type shoes for 
the “uniform and suit costume” and 
also a large demand for very dressy 
and very high styled shoes. 

More tailored and walking type shoes 
are reported as being sold in January 


than in any previous similar period, 


the heavy sales of shoes of these types 
usually being concentrated in August 
and September. Practically every large 
downtown shoe department has run 
che or more promotions of shoes for 
civilian defense activities. 

In many stores and departments 
gabardines are selling far ahead of 
anything else, although patent is gain- 
ing rapidly. Black is the number one 
color and the lull in brown is gradually 
picking up through the entire beige to 
brown range. Blues are in heavy de- 
mand and are expected to be tremen- 
dous when the peak of Spring selling 
arrives. Bright colored alligator has 
received considerable promotion and is 
in heavy demand not only for resort 
wear but for immediate high fashion 
wear. Field’s has been featuring cobra 
sandals in red, green, honey beige, and 
turf tan, with excellent results. Man- 
del’s has featured reptile shoes in “sun- 
drenched South American colors” for 
all round wear, ranging from tailored 
types through dressy sandals. Fea- 
tured as good neighbor colors are Patio 
Blue, Rio Red, Mayan Brown, Cuban 
Papaya, Jungle Green, Chilean honey, 
and Andean grey. 

Pumps, especially those with any 
type of bow trim, are in heavy demand, 
although sandals are gaining. Nail 
head trim is used extensively. 
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St. Louis Firm Files 
Reorganization Petition 


St. Louis, Mo.—James K. Varda- 
man, president of the Vardaman 
Shoe Co., St. Louis, on Friday, Feb- 
ruary 13th, filed a petition for re- 
organization of the company with the 
United States district court. The peti- 
tion stated that the company was un- 
able to meet its maturing debts and 
was urgently in need of operating 
capital. Judge Charles B. Davis ap- 
pointed Wm. R. Gentry, St. Louis at- 
norney, as trustee. Some years ago Mr. 
Gentry successfully steered the old 
Hamilton-Brown Shoe Co. through a 
receivership. 

The petition placed total liabilities at 
$617,247, including secured notes aggre- 
gating $274,426, unsecured notes ag- 
gregating $141,950 and $164,300 of 
accounts payable. Assets were not 
totaled. Major assets as reported were: 
Accounts receivable $227,192 of which 
$203,064 is pledged on loans; supplies 
and raw materials, $128,858: finished 
shoes $45,534 of which shoes valued at 
$19,295 are pledged loans; shoes in 
production $18,951; cash $900. 

The petition stated that the com- 
pany had new orders for 70,000 pairs. 
The Vardaman factory, which is at 
Owensville, Mo., has a capacity of 7500 
pairs daily and employs 450 workers. 
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The monthly payroll amounts to about 
$40,000. Mr. Vardaman is a Lieutenant- 
Commander of the Naval Reserves in 
charge of the Naval Intelligence of the 
St. Louis district. 


“We Never Sleep,” 
Jersey City QM Slogan 
JERSEY City, N. J.—For some time 


now, the Jersey City Quartermaster 
Depot has been living up to the old 


Army slogan “We Never Sleep”! 
Civilian War Department employees 
here have been working on a six-day, 
forty-eight-hour week including Sun- 
days with one day off. Employees in 
the Storage and Transportation Divi- 
sions are on a three-shift, twenty-four- 
hour, seven-day week basis. 

The fifty odd officers in charge of 
operations of the 600,000 sq. ft. Depot 
employing almost 1,200 civilians are on 
duty or on call at all times of day and 
night. Colonel Henry B. Barry, Q.M.C., 
is the Commanding Officer. 


60 Years of Progress 


READING, Pa.—Since its issue marks 
the sixtieth year in the history of Cur- 
tis Stephens Embry Co., of Reading, 
makers of Modern Age, Official Girl 
Scout and other lines of misses’ and 
children’s shoes, the Spring and Sum- 


SAIL UKS 


EVENING POS 


mer Catalogue of two of their lines, 
Modern Age and Pro-Tek-Tiv shoes, is 
more than just a listing of the styles 
made and carried in stock. 

It also contains a thumb nail sketch 
of the history and development of the 
business, some effective illustrations of 
its buildings, both old and present, and 
a good deal of data tending to show 
why their output is as good as it is. 
Following this are many pages of the 
styles carried, each one individually 
illustrated in color, and a description 
of its cooperative advertising promo- 
tion. In a word, an effective handbook 
of information for anyone interested in 
this type of footwear. 


Modern Features Added 
To Hale Store 


ALBUQUERQUB, N. M.—Hale’s Brown- 
bilt Shoe Store has just acquired a 
full force of fluorescent lighting and a 
new boudoir-type linoleum on the floor, 
delicate tan with flecks in it. 

H. H. Hale, proprietor, recently flew 
to St. Louis and back in the time it 
used to take him to go one way by 
train. He was there to contact factory 
men who make up shoes for his store 
to his own specifications. Mr. Hale is 
an expert on foot rehabilitation, and 
sells possibly more narrow widths than 
any store in New Mexico. 
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STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Uoltieton, Massachusetts 
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Bowling Shoes | 
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PROFESSIONAL 
BOWLING SHOES 
To retail at Combination soles 
$2.95 $3.95 Right foot 

$4.50 up. Rubber sole 
Rubber heel 
Left feot 
Leather sole 
Rubber heel 


Write for 
catalogue 


oe Ee SHOE MFG. CO. 
Market Sts., Philadelphia 
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Riding Boots 


IN STOCK 
FOR MEN, WOMEN 
and CHILDREN 


ALSO 
JODHPUR & FIELD 
BOOTS 


JMCONNELL _7 
SHOECO. ( 


mU 8 / o ” 
SO SRAIMTREE MASS es = 








New Men’s Department 


Manager 


CLEVELAND, OHI0—Charles Shuff has 
been placed in charge of the men’s and 
boys’ shoe department on the second 
floor of The Bailey Company. 


Named Shoe Manager 


AMARILLO, TExAS—Julien Dorfman 
is the new manager of the shoe depart- 
ment of the Hollywood Dress Shoppe, 
Amarillo, Texas. Mr. Dorfman is a for- 
mer employee of the Hollywood, having 
been in the shoe department for seven 
years before going to New York a 
year ago. He is replacing Ansel 
Shupack who is entering military ser- 
vice. 
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Argentina Holds Successful Shoe Fair 


The Argentine States Secretary of Agriculture, Dr. Daniel Amadeo y 


opening the Shoe Fair in Buenos Aires. 


Videla, right, 
F. F. Deirio, president of the Chamber of 


the Argentine Shoe Industry (in the white suit), stands beside him. 


BUENOS AIRES, ARGENTINA—A shoe 
fair, organized to help Argentina’s shoe 
industry develop its exports of boots 
and shoes, was held here last month. 
Dr. Daniel Amadeo y Videla, Argentine 
States Secretary of Agriculture, was 
present, representing the government 
which has promised to give every pos- 
sible assistance to the industry. 

More than 400 models of boots and 
shoes of all types for men, women and 
children were exhibited to show what 
could be done by a highly developed 
industry in a country that is known 
to North Americans mainly as a source 
of raw hides, beef and quebracho ex- 
tract. 

Fortunato F. Delrio, president of the 
Chamber of the Argentine Shoe Indus- 
try, made some interesting remarks at 
the opening of the Fair. He said in 
part: “The beginning of the Argentine 
mechanical shoe industry dates back 
as far as 1906. During 1914, however, 
still more than a million pairs of shoes 
were imported. During the first World 
War, 1916, our industry made its great 
evolution, and from 1918 to 1923 we 
had to fight for protective duty taxes 
which were at last installed by our 
government. In 1916 we had 235 
plants; today there are more than 500 
factories, most of them in Buenos 
Aires. 

“It is not for the first time that we 
are building up our export trade, which 
was strong in former years. ... The 
exportations came to an end in 1937, 
because by this time all our customer 
countries, mainly the other South 
American republics, had established 
shoe manufacturing of their own, had 
erected tax bars, introduced exchange 
control, and the freights had increased 
until they were prohibitive for regular 
export. 

“Our industry is able to produce a 
considerable surplus above our own 


needs. Now, the United States is re- 
ceiving an enormous quantity of 
leathers which we have to sell her in 
order to pay for our imports of goods 
which we want to buy. But, with the 
killing of our cattle greatly reduced, 
owing to the general shrinking of ex- 
ports in meat and the impossibility of 
exporting our meat to the United 
States, leathers on our own market 
have become scarcer and prices have 
greatly increased. So, while we cannot 
give work to all our skilled workmen 
in the shoe industry, our population 
has to pay higher prices for their foot- 
wear because the United States buys 
away our leathers. A way out of this 
would be if the United States would 
take a portion of this leather in the 
form of manufactured shoes. The 
enormous consumption of the United 
States would prevent her own industry 
from feeling this small competition, 
especially now, while a great part of 
the shoemaking industry is probably 
occupied with orders given by the gov- 
ernment for the armaments program.” 


Taxes Offset Compo’s 
Production Peak 


BostoN—Net income of the Compo 
Shoe Machinery Corporation for the 
calendar year 1941, after Federal in- 
come taxes, amounted to $242,361.88, 
according to the annual report of the 
President, William H. Bresnahan, to 
the stockholders of the corporation. Re- 
ferring to the fact that last year was 
the greatest production year in the 
history of the shoe industry, Mr. Bres- 
nahan reports that Compo shoe produc- 
tion also touched an all-time high of 
61,000,000 pairs. While the company’s 
earnings reflected the increased pro- 
duction, Mr. Bresnahan points out that 
large earnings were substantially off- 
set by higher federal income taxes. 
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Obituaries 


William H. Thompson 

Boston, Mass.—William H. Thomp- 
son, who worked his way up from the 
factory bench to the vice-presidency of 
the French, Shriner & Urner Mfg. Co., 
of this city, died recently at the age of 
55, following a brief illness. 


WILLIAM H. THOMPSON 


Mr. Thompson was born in the South 
Shore town of Abington, Mass., on 
June 28, 1887, starting to work as a boy 
and receiving his first factory execu- 
tive job when he was made foreman of 
the cutting department of the Emerson 
Shoe Company of Rockland. Later he 
went with the M. A. Packard Company 
of Brockton, from which he moved to 
a better position with the firm of which 
he was a member at the time of his 
death. He made his home at 22 York 
Terrace, Brookline, Mass. 

Other than his widow, Mrs. May G. 
Thompson, he is survived by no close 
relatives. 


George H. Ewers 


AuBIA, Iowa—George H. Ewers, 68, 
shoe merchant here for the past fifty 
years, died recently at his home follow- 
ing an illness of three days. 

He was born near Albia and had 
spent his entire life in the community 
having entered the shoe business here 
while still a very young man. 

He is survived by his widow and 
two sons, both of Albia, two brothers 
and sister. 


William J. Jacques 

Mitrorp, N. H.—William J. Jacques, 
67, proprietor of a shoe store in Union 
Square for many years, died here fol- 
lowing a short illness. 


February 21, 1942 


He was a native of Winsor Mill, 
P. Q., Canada, and came to the United 
States as a child. He had resided in 
Milford about 35 years. 

All stores in Milford were closed 
during the hour of the funeral, which 
was held in St. Patrick’s Church. 


Heavy Selling 
Advances Seasons 


RocHEsTeR, N. Y.—Although clear- 
ances of Winter footwear are still un- 
der way here, Spring shoes are begin- 
ing to make their appearances in the 
windows of downtown stores—earlier 
than usual. 

Many retailers awaited the arrival 
of Spring shoes with exceptional inter- 
est for the reason that Winter stocks 
were depleted; they had limited sizes 
from which to make offerings to cus- 
tomers. 

Because of the avalanche of selling, 
shoe factories have already started on 
their Fall samples, with expectations 
that they will be ready and that sales- 
men will be on the road with them by 
April 15, which will be about a month 
earlier than usual. 

Since plants have been rushed with 
crders and had all they could handle, 
many traveling shoe salesmen com- 
pleted their sales for Spring a month 
ago and are anxious to get started on 
the next season. 


Full Production 


In New Factory 


St. Louis, Mo.—The newly-acquired 
plant of Hamilton, Scheu & Walsh 
Shoe Co. at 4060 Forest Park Blvd. is 
now in full production. This is their 
number two factory and represents an 
additional daily output of 2,000 pairs. 
This additional production is devoted 
entirely to their new line of Penaljo 
constructed shoes. Only recently com- 
plete patent rights have been granted 
on this method of construction and it 
is understood that the firm will license 
other manufacturers to make shoes un- 
der these patents as soon as license 
agreements can be completed. 

The general offices and sales rooms 
of Hamilton, Scheu & Walsh are now 
located at the 4060 Forest Park Blvd. 
address. 


Huarache from Spanish 


In a caption accompanying an article 
on “Selling Shoes in Old Santa Fe,” in 
the January 31st issue of the RECORDER, 
it was stated that the word Huarache 
was an original coined word. M. L. 
Fernandez, of 103 Denver Boulevard, 
San Antonio, Texas, has since written 
this publication stating that the word 
has its derivation from the Spanish 
language, the English translation being 
sandal. He adds that the word has long 
been in use in Mexico. 
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Moccasins 





Men's, Boys’, Ladies’ 
$1.25 u Up 


m stock 


Send for NEW 
Style 26146 


THE ARNOFF SHOE COMPANY, INC. 








101 Duane Street New York, N. Y. 
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Women's Shoes 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC 
79-81 Reade St.. New York City 
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Innersoles 
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NEWFLEX 


In the language 
of the trade, 
WE ore how 
good shoes are made 
EDGAR S. KIEFER TANNING 


P, 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES - COUNTERS - WELTING 
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” Jodhpurs—Riding Boots 


li etl el i ll linn eel 








JODHPURS 


$2.10 U 
A. B and C Widths 


RIDING 

BOOTS 

$5.25 Up 

FIELD BOOTS 
$3.25 Up 


Send - 
THE ARNOFF SHOE CO., INC. 








101 Duane Street New York, N. Y. 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








Women’s Shoe Salesman 


If you live in Indiana, Ohic or Kentucky and have 
a good following among women's shoe buyers we 
have an unusual opportunity. We manufacture 
women’s arch type shoes which are carried in stock 
te retail for four dollars. Please give use complete 
Getails in first letter. 


Address 436, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 














FOR SALE 


EN’S SHOE STORE IN PROVIDENCE, 

R. I. Retailing fine Shoes $5.50 to $8.95; 
good location. Successful young man; owner 
must sell because being drafted. Complete 
modern fixtures and equipment; will sell alone 
at $1,500 or can be bought with most desirable 
one year old stock. Rent reasonable. Genuine 
epportunity of a lifetime for the right man; 
can realize $4,000 to $5,000 salary. Write at 
once. Address $434, care Boot & Shoe 
as ale 100 East 42nd Street, New York, 








FOR SALE: FAMILY SHOE STORE, near 

Chicago; established eleyen years ago; doing 
$9,000 volume; owner wishes to re-enter Ser- 
vice. Price $2,500 for quick sale. Address 
2435, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





HOE STORE FOR SALE OR RENT 

established over 25 years; next to Wool 
worth; Family trade. 6 o'clock store. Very 
clean stock. Retiring. Zucker & Company, 
Inc., Boonton, N. J. 








Shoe Firm Changes Set-Up 


Detroit, Mich.—The American Shoe 
Company, Detroit, wholesale house, is 
being changed from a corporation to 
a partnership under Michigan law, 
with the same name. Oscar J. Freiwald 
and Elmer A. Freiwald, principal own- 
ers in the old corporation, remain as 
sale partners under the new setup. 

The company is already experiencing 
a heavy pickup in sales volume for 
1942, with actual delivered volume only 
dependent upon availability of stocks, 
Oscar J. Freiwald stated. 





FE, XPERIENCED. ENERGETIC AMBITIOUS 
YOUNG MAN, thirty years old; married: 
looking for opening as Manager with growing 
concern or Shoe Department; at present Man- 
ager-Buyer for exclusive Shoe Store. Having 
reached top in present position, desire position 
offering future. For stock control, low inven- 
tories, have very successful background. Ad- 
dress $429, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





FOR LEASE 








Shoe Dept. for Lease 


Exceptional opportunity for live shoe man to lease 
completely equipped women’s shoe department with 
established volume in women’s ready-to-wear store in 
Falls City, Nebraska, heart of new booming oil 
country. Favorable terms. Many shoe lines open 
for Falls City. For details, write 


SUPERCRAFT GARMENT COMPANY 
1220 Farnam St., Omaha, Nebr. 














LINE WANTED 


WANTED FOR CALIFORNIA, hot line of 

Ladies’ Novelty Shoes, some in-stock styles; 
popular prices. Manufacturer must think well 
enough of his line to give draw; have new car 
and own my own home, so I am not a fly by 
night man; would also consider good line of 
Men’s Shoes. Address $437, care Boot & 
we Recorder, 100 East 42nd Street, New 
or 





BUYER OF UPPER LEATHER, Remnants, 


White Buck, Patent Leather; Suede; Calf; 
Alligator, 3 Medium and Large, any quan- 
tity; DAVID MATTEZEWITZ, 73 Frankfort 
Street. tc York. 





MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 
19 N. Fourth St. Philadeiphia, Pa. 
Phone Market 1060 








WE BUY 
Entire or lus Wholesale and Retail 
Stocks. Also randed Shoes such as 
. Enna-Jettick, Vital- 
ity, Queen Quality, Bos- 
tonians, Stetsca. Red Cross, Nunn-Bush, Ete. 
InRVI N RUBIN 
“The House of Jobs” 
89 Reade St. Cer. Church 
Phone Barclay 7-7887. New York City 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC 
established 1915 


Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








New Men’s Store 
Opened in Portland 


PORTLAND, ORE.—Featuring the lat- 
est in everything from shoe-fitting facil- 
ities to interior design and improved 
fluorescent lighting, Portland’s new 
Nunn-Bush Shoe Store opened recently 
at 723-27 S. W. Washington Street. 

Lee Qestreich, pioneer resident of 
Portland, is manager, and has been 
connected with the Portland shoe trade 
for the past 21 years. 

Here to assist in the opening of the 
new store was S. C. Olson, San Fran- 
cisco, western district manager of the 
company’s retail stores. 





SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 











CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 





Phone Lombard 2062 














CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. Whén.a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication ® 
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lf you are not re- 
ceiving our sam- 
ple mailings, just 
write us. 
Size 
of Display Card 
8” x 14” 


a 
Matching Price 
Tickets 
154” x 21/4” 
6 Doz.—$1.25 
12 Doz.—$2.25 


For Yor EASTER TRIMS 


fetching green and blue colors in cards and 
matching price tickets. 
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Unuananitiill 


F YOU'RE closely watch- 
not only your stock 
ut the type of shoes 
your customers are demand- 
ing, you will understand 
why leading stores through- 
out the country today are 
featuring Bellaire Com a 
ables and Bellaire’s 
loose Shoes. More dba a 
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Selling Faster Than Ever 
.... and we're shipping ! 


than ever. With this basic 
message to their customers: 
“Today, whatever your Jeb, 
KEEP YOUR FEET . 
— comfort with come 

ting, fine quality, ine 
wearing Bellaires.” In a 
range of styles designed and 
tailored for active women, 
at work and at leisure. 








s 
150 Different 
Prices in Stock 


Any selection of 
prices desired 
Check with Order 
Please ; 

If C.0.D. Pre- 


ferred, Add 12c 
If Special Delivery, 
Add 15c¢ 


LNAWLYWdad ZDIAYAS SLINWHOUAW 








DISPLAY CARDS: 60c Each; 3 for $1.50 


List of texts to select from will be sent on request 
Biank cards with design illustrated 50¢ each 


Detailed Information on Monthly Service at Your Request | 
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CHICAGO, ILLINOIS | 


**& (Illustrated is our Foot 
Director No. 1 with its large 
built-in leather “cookie”. De- 
signed to fit difficult feet.) 


Write for Spring 1942 Catalog 
of In-Stock Styles 
* 
$5 ro $6 


RETAILERS 


BELLAIRE SHOE COMPANY. PORTLAND 


ME TICKNE 5 WALKER. IN 





Retail alek Gain 


In Northwest 


PORTLAND, ORE.—From commercial 
reports for the first week in February, 
Portland retail sales showed an in- 
crease of from 14 to 20 per cent over 
the same period last year. Retail shoe 
dealers report this was substantially 
the increase shown in their sales. 

This was a welcome change from the 
slump which struck the trade area in 
the middle of January, when from 5 to 
10 inches of snow followed by silver 
thaw brought a sales slump which in 
some places registered almost zero. 

Indications now are that for the first 
quarter of the year the tempo in sales 
will steadily increase, due to the many 
new families settling in the area, due 
to increase in defense workers in the 
shipyards along both the Willamette 
and Columbia Rivers. 


Announce Price Rise 
On Red Cross Shoes 


CINCINNATI, OHIO — United States 
Shoe. Corporation has announced that 
the retail price of their Red Cross 
shoes East of Denver has been raised 
to $6.95 from the former price of $6.50. 
This price rise went into effect Febru- 
ary 16th. 

In Denver and West of that city 
where the former price was $6.85, the 
new price will'be $6.95 for some styles 
and $7.45 for others. 


February 21, 1942 


Iowa Travelers Announce 


Spring Showing 

Des MoINEs, IowaA—A Spring shoe 
showing on March 1 and 2 as well as 
the regular shoe convention on May 17, 
18 and 19, was recently announced by 
Harold S. Marple, of Des Moines, pres- 


HAROLD S. MARPLE 


ident of the Iowa National Travelers’ 
Association. The March showing is 
only for those travelers who wish to 
show there at that time and will not 
be accompanied by dealers’ meetings. 
Both meetings will be held at Hotel 
Chamberlain. 


At the mestear held last week in 
Des Moines, the travelers went on rec- 
ord to reduce the speed of their auto- 
mobiles thus saving wear and tear on 
their cars and tires and also setting an 
example to other motorists as a means 
of lessening accident and fatalities. The 
association has also purchased Defense 
Bonds. 

Officers for the new year include Mr. 
Marple, president; Harry E. Barton, 
vice-president, and Charles F. Payton, 
secretary-treasurer. Carl P. Ortlund 
heads the membership committee, with 
Harry Stanford and H. A. Anderson. 
The committees on By-laws and Legis- 
lation are: Ed Ochsner, C. W. Schel- 
linger and Max Miller. Employment: 
A. C. Robertson, Dave Russick and W. 
H. Gernes; Publicity: J. E. Wm. Pres- 
cott, A. H. Brown and Ferg Heintz; 
Reception, O. R. Blechinger; A. N. Mc- 
Kay and Bert Goldman. Reservations: 
George W. Davis, J. K. Chandler and 
E. R. Candle; Education: Warren 
Crandall. 


Shoe Manager at 
Montgomery Store 


MONTGOMERY, ALA.—Harry Snyder, 
well known shoe man of this city, has 
been appointed manager of the shoe 
department at Nachman and Meertief. 
Mr. Snyder replaces Robert Martin 
who has accepted a position in Jack- 
sonville, Fla. 








Dates to Remember 


Official Opening of American 
Leathers for Fall, 1942, by Tan- 
ners’ Council of America, and 
N.S.R.A. Style Conference, Wal- 
dorf-Astoria Hotel, New York. 

March 23, 24, 1942 


Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Hotel Morrison, Chicago, Ill. 

March 30, 31, 1942 


NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manafac- 
turers Association, New York 
City May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Opening, Hotel New Yorker, New 
York. May 10, 11, 12, 13, 1942 


Central States Shoe Fair, 
Morrison, Chicago, III. 
May 17, 18, 19, 20, 1942 


Hotel 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 





Shoes in Picture Frames 
[CONTINUED FROM PAGE 24] 


clog for evening wear to snub-nosed 
walking shoes. Many of the shoes are 
strikingly original, even to a point of 
daring. Prices range from $8.75 up- 
ward. 

There is a whole series of nailhead 
studded shoes made of calfskin and 
with open toes and open back; another 
series of polished calfskin shoes in red, 
representing a change from antique 
calf. A sandal of jet black suede, with 
high heel, stands out appealingly. The 
same maker has a deb square toe pump 
of polished calf. The list includes a 
nailhead pump which comes in black, 
red or tan and a matchbox pump, in 
black or brown suede with color con- 
trast platforms. There is much foot- 
wear in gold for evening wear—“drama 
in every phase of this gala-la collection 
of new arrivals for every hour of the 
modern woman’s day.” 

As a part of the opening there was 
a showing of collegiate apparel includ- 
ing footwear in which models demon- 
strated the offerings. - 

Meanwhile 250 workmen are engaged 

*in completing the three upper floors of 
the new store, nearly doubled in size, 
with appointments comparable with the 
finest metropolitan merchandising es- 
tablishments. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., New York, Boston, Philadelphia 
AMERICAN FELT COMPANY, Glenville, Conn. . 
ARNOFF SHOE CO., INC., New York City 
BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 
BROOKS SHOE MFG. CO., Philadelphia, Po. 
BROWN SHOE COMPANY, St. Louis, Mo. 


CAMITTA SHOE COMPANY, Philadelphia, Pa. 


COLONIAL TANNING CO.., Boston, Mass. 3rd Cover 


CONNEL, J. M., SHOE CO., Braintree, Mass. 36 


DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. Front Cover 


ENDICOTT-JOHNSON CORP., Endicott, N. Y. 5 


ENGLAND-WALTON, Boston, Mass. 30 


GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 


GOODWILL SHOE CO... Holliston, Mass. 36 


KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 37 
KIRSCH-BLACHER CO., INC., New York City 38 
LITHOX, THE, CORP., Wapakoneta, O. 34 
MILLER, ©. A., TREEING MACHINE CO., Brockton, Mass. 4 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. es 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Po. | 23 
RICE-O'NEILL SHOE CO., St. Louis, Mo. 2nd Cover 
ROBERTS-HART, INC., Keene, N. H. 34 
RUBIN, IRVIN, New York City ....... 38 
SHOE FORM CO., INC., Auburn, N. Y. . 33 
SUPERIOR SHOE CO., Chicago, Ill. ........ .. ae 
TAYLOR, E. E., CORP., Boston, Mass ; 35 


UNITED SHOE MACHINERY CORP., Boston, Mass. .. ...2, 8, 28 
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16 olonial 


LLL 


Patent 





Rattenns 


such as 


DESIGNS USING 
MULTIPLE FOLDS 


OPEN TOE AND CUTOUT 
PATTERNS 


MASS PERFORATED SHOES 
LEATHER LINED MODELS 


Colonial LLL, the lightest weight 
patent leather ever perfected, was 
expressly developed by Colonial 
experts for use where ordinary 
weights are too bulky. It has been 
widely accepted, and is being used 
in quantity in black and all popu- 
lar colors. 


COLONIAL TANNING COMPANY 
BOSTON 


also tanners of white, black and 
colored elk, and splits 











G creerich- Payne dealers realize that they could not fit finer shoes to a 
boy’s feet at any price, and their care of fitting lives up to the .qublity of 
merchandise they fit. They know too, that an intelligent IN-STOCK depart- 
ment at Mount Joy will have fill-ins in their store as fast as they're needed, 
and that every sale is a profitable sale, well worth the few minutes more it 
takes to double-check a-fitting. Sensible styles, which quickly appeal to 
every real boy, allow GERBERICH-PAYNE DEALERS to concentrate on fit. 
They know that whatever style a.boy selects in GERBERICHS, STRIDE RITE, 
AND OFFICIAL BOY SCOUT. SHOES, 


JUNIOR ARCH PRESERVER 
the basic fitting qualities of the last are of the same high GERBERICH- 


PAYNE standard. When Young America Looks To Its Feet, Sel! Them 
Gerberich-Payne Shoes. , 


GERSERICHS 
Snos 





GERBERICH-PAYNE 
SU 


MOUNT JOY - +> PENN. 


New York Office, Marbi efor Bu 
Room 405 
Los Angele Hotel. Lankers! 











